Predictors of engaging in family discussion about organ donation and getting organ donor cards witnessed.
Family knowledge of organ donation intentions has been found to double rates of family consent regarding organ donation; therefore, it is an important communication process to study in the effort to persuade more people to become organ donors. This article reports the results of a study based on the heuristic-systematic model of persuasion designed to assess predictors of family discussion of organ donation and getting organ donor cards witnessed. Possible predictors of family discussion and getting organ donor cards witnessed included individual differences and cognitive, emotional, and behavioral factors. A path model of the process leading to family discussion and getting organ donor cards witnessed is presented and results are discussed for their practical importance.